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March New Car Sales 
9% Above February in 
Sixteen State Returns 


General List Shows Decline of 46 Per Cent. From| YOUNGSTOWN SALES 
Last March With Four Makes 


Having Gains 
Detroit, April 12.—R. L. Polk & Company has just is-| 


sued another lot of passenger car sales figures for March, | 
1932, this time covering sixteen states and the District of | 


Columbia. 


NEW YORK, WEDNESDAY, APRIL 13, 1932 


| 
| 
| 


OF NEW CARS SWING 


of new automobiles in Youngstown 
during the first ten days of April 


In general, the tendency previously observed in| were substantially higher than to- 


March sales figures continues in this new announcement. | tals for the entire months of either 
The total for these sixteen states and the District is 28,490 
passenger car units, against 26,184 in February, 1932, and 


61,629 in March of last year. *—— 


The gain for March over February 
runs to a shade under 9 per cent. 
The total for March this year is 
only about 46 per cent. of that for 


the same month in 1931. 
In the general decrease in sales 


there are four encouraging excep- | 


tions. Cadillac in this group of states 
shows 273 sales this March against 
241 last year. De Soto has a total 


of 1,049 sales compared with 698 in| the direction in which automotive | Y€@!s. 


March, 1931. Hupmobile accounts 
for 770 sales as against 561 a year 
ago and Plymouth shows 1,668 com- 
pared with 1,020 twelve months ago. 


STEEL PLANTS EXPECT 
30%, OFERATION ON 
INCREASING ORDERS 


Youngstown, O., April 12.—District | 
steel, plant operations may rise above 
30 per cent, of rated capacity next 
week, according to present indica- 
tions. In addition to a better out- 
look for pipe manufacturers, largely 
a reflection of more favorable oil 
country conditions, inquiries for flat 
steel, particularly for the motor in- 
dustry, are increasing. Sheet bar! 
tonnages destined for Ford Motor 
Company are understood to be near 
the rolling stage. 

Sentiment in the Mahoning Val- 
ley is improved despite a declining 
stock market and other unfavorable 
developments. Current orders for 
steel are clearly showing that inven- 
tories for several district producers 


| 


are at the lowest level in several 
years. 
The Carnegie Steel Company} 


sharply reduced ingot production at 
its Ohio works as the week started, 
but is expected to resume at several 
open hearth furnaces in a few days. | 

The Republic Steel Corporation 
has received an order from the 
Southern Counties Gas Company, a 
subsidiary of the Pacific Lighting 
Corporation, for 8,000 tons of pipe | 


(Continued on Page 2) 
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RIM PRODUCTION 
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LOW-PRICED CARS 
CONSTITUTE 96% 
OF PRESENT OUTPUT 


New York, April 12.—Using pro- 
duction trends as an indication of 


} 
| 
| 
| 


winds are likely to blow this year, it 
| is evident that the lower price 
| brackets are in line for an even 


vious years, With Ford practically 
out of the running during the first 
two months of this year, companies 
other than Ford produced a total of 
193,364 passenger cars in the United | 
States and Canada during that) 
period. This is 96.4 per cent. of the | 
total output, and leaves a bare 5.6 
per cent, margin for Ford. 

It is interesting to note, however, | 
that cars produced in the first two} 
months of the year which would sell | 
at wholesale for less than $1,000, ac- | 
counted for 90 per cent. of the total 
output, not including Ford. Ford’s 
return to production within the next 


| 


greater share of sales than in pre-| 


February or March, Approximately 
20,000 people visited Ford showrooms 
here during the ten-day period, and 
thousands of visitors were reported 
at showings of other manufacturers. 


| 
| 
| 


| SO far in April. Purchases of Gen- 
}eral Motors products also are show- 
ling an increase. 
| Favorable conditions of the used- 
ear market here are expected to bene- 
\fit sales in the near future. Stocks 
|of used cars are lower than for many 
As an example one leading 
|deales has only eighteen such cars 
on hand, against eighty one year 
jago. Leading dealers are in a good 
position to take 1929-1930-1931 cars 
jas trade-ins. Owners of automobiles 
built prior to 1929 are finding more 
| difficulty trading in their vehicles 
because of their lack of speed and 
improved devices developed in the 
last few years. 

Improvement in automobile sales 
is expected here within the next 
month with an upturn in steel plant 


depends. 


COOK COUNTY NEW 





few weeks will still further increase 
the percentage of this division of | 
the market. 

Leaving Ford out of the picture, 
the very lowest price division, that | 
selling at wholesale for less than | 
$400, accounted for 3.5 per cent. of | 
the total of 193,364. Cars priced at| 
wholesale between $400 and $500, ac- | 
counted for 41 per cent. of the total, | 
and those falling in the $500 to $750 | 
bracket accounted for 30 per cent. 
of the total. The $750 to $1,000 class | 
accounted for 14 per cent. of the | 
total. 


IN MARCH OFF 10%, 
Cleveland, April nett 
rim production in March, reflecting 


|the slowing up in automobile pro- | 
| duction which preceded the intro- 


duction of the new Ford car, | 
dropped 10.7 per cent. below the 





OIL MEN TO FIGHT 
SPECIAL OIL TAXE 


| 
| 
| 


New York, April 12.—Directors of | ang approved a total of 648,013 rims,| mounted to 3,87 


February rate, according to statistics 
issued today by the Tire and Rim 
Association, the official inspection 
bureau with offices here. | 
The bureau last month inspected | 


|p 


TRUCK SALES OFF 


50% IN QUARTER’ 


Chicago, April 12.—New truck 
registrations in Cook county for the 


first quarter showed a decline of | 
| 50.8 per cent. as compared with the | 


same period last year. Total listings 
for the three months were 948, com- 
ared with 1,928 in 1931. 


Among the lines to show gains | 
ere GMC, Divco, Federal Sterling, | 


Wy 
Walker Vehicle and Studebaker. 


| Chevrolet led the field with 254, | 
| thirty-two trucks in excess of the} 
|Ford showing. Chevrolet listed 316 | 


for the period last year while Ford 
had 944, 
International retained third place 


(Continued on Page 3) 


FEB. TIRE OUTPUT 
11.8% ABOVE JAN. 


New York, April 12.—Production of | 
February | 


in 
0 units, an in- 


tires 
1 99 


she 


automobile 


the American Petroleum Institute| compared with 726,172 in February |crease of 11.8 per cent., compared 


at their monthly meeting appointed | 
a committee consisting of C. 
Ames, vice-president of the Texas 
Corporation, J. H. Pew, president of 
the Sun Oil Company, and W. R. | 


and 810,759 in January. In March 


1,425,336. The total for the corre-| 
sponding month of March, 1930, was | 
2,061,299, while in March of 1929} 


with January, but 2.9 per cent. less 


-lone year ago output amounted to|than in February, 1931, it was an- 


nounced yesterday by the Rubber 
Manufacturers’ Association. 
Shipments of tires in February 


Boyd, Jr., executive vice-president of | output was near the peak for all | amounted to 2,552,861, a decrease of 


the American Petroleum Institute 
to appear at hearing of the Senate | 


time at 2,613,403 units. 
Normally rim output and auto- 


21.5 per cent., compared with Janu- 
ary and 25 per cent. less than in 


Finance Committee next Friday in| mobile production move gradually | February, 1931. 


Washington in opposition to the 
proposed tax of four cents a gallon 
on certain lubricating oils and 8 per 
cent. on oil transported through 


pipe lines. 





upward together during the first 
three months of the year. This was 
true even in the depression years of 


(Continued on Page 2) 


Stocks of tires on February 29 
were 9,172,245, an increase of 15.9 
per cent. compared with January 
31, but 3.8 per cent. less than on 
February 28, 1931. 


UPWARD FOR APRIL. 


Youngstown, O., April 12.—Sales | 


Eighty-three orders for Fords are | 
understood to have been placed here | 


operations on which the Youngstown | 
business and industrial area highly | 


| 
Detroit, April 12.—The 


activity is to be noted at the 
plants and De Soto is also stey 


DE SOTO SHIPMENTS 
IN FIRST QUARTER 
36% ABOVE LAST YEAR 


| Detroit, April 12.—Shipment and 
| Sales figures of De Soto cars for the 
first quarter, issued here by Byron 
C. Fyy, president of the De Soto 
Motor Corporation, reveal a steadily 
increasing demand, 

Mr. Foy reports De Soto retail 
deliveries for the first quarter were 
|36 per cen’. greater than during the 
corresponding period of last year. 
|Shipments for the period were 49 
per cent. ahead of last year to ac- 
commodate the increasing business. 

March sales totaled 4,059 cars and 
exceeded any month for the last 





twenty months. The March sales 
volume was 40 per cent. greater 
than March of last year and 87 


per cent. greater than February of 
this year. 


PLYMOUTH SPEEDS 





} 
| 
| 
| 
| 


Detroit, April 12.—Within one 
week of the announcement of the 
new Plymouth, production at the 
plant here has been increased to 
1,100 units per day, it was stated 
|here today by B. E. Hutchinson, 


ic 


| Motor Corporation. 
This increase in production sched- 


April 30 more than 30,000 of the 
new Plymouths announced last week 
will have been built and shipped to 
dealers, 

At the same time, Mr. Hutchinson 


(Picture on Page 2) 


DETROIT DEALERS 
| ELECT NEW OFFICERS 


Detroit, April 12.—The silver an- 
niversary of the Detroit Automobile 
Dealers Association was celebrated 
last night at the Fort Shelby, where! 

ithe annual meeting was _ held. 


| Walter L. Dunham, president of the 


| Walker, 


Detroit Savings Bank, was the 
speaker of the evening. 
lection of officers resulted as 


follows: Charles-G. Abbott, Rockne; | 
president; John F, Evans, Auburn, | 
vice-president; Richard A. Cott, 
Studebaker, secretary; Thomas H. 
Hudson-Essex, treasurer. | 
George E. Clark, Hupmobile; | 
Charles P. Brady, Oldsmobile; Peter | 
J. Platte, Ford; A. M. Bielman, 
Chevrolet; and H. A. Buckbinder, 
Buick, directors. 





The treasurer’s report showed that 
the Association finished the year 
“in the black,” credit for which was 


APRIL SCHEDULE 


hairman of the board of Plymouth) 


ules means that up to and including | 


5 Cents. $12 Per Year. 





Low Priced Car Makers Speed 
Output; | Sales Backlogs Grow 


Chevrolet, Ford, Plymouth and De Soto Revise Sched- 
ules in Response to Increasing 
Demand 


past few days have brought 


some interesting developments in the automotive industry 
‘in this city, principally in the low price field. 


Increased 
Ford, Chevrolet and Plymouth 
ping up production. 

’ The Ford organization is bending 
every effort to increase production 
as rapidly as possible. Early dif- 
ficulties in turning out the V-8 en- 
gines have been largely smoothed 
out and it is reported on reasonably 
reliable authority that output at 
Rouge is creeping up toward the 
500 per day mark. By May 1 it is 
expected that the 1,000 units a day 
level will have been passed. The 
only obstacle standing in the way 
of this is the lifting of production 
|/on the V-8 engines. 

The Ford -Company now has, as 
has been reported, 300,000 orders on 
its books. This back log will allow 
the company to operate at a 4,000 
per diem production schedule well 
into July, even if no further orders 
were booked. It is known that com- 
pany, Officials expect to reach the 
4,000 a day rate before June 1. 

Production at the Chevrolet plant 


is being stepped up. While no 
figures have been announced, it is 
known that Chevrolet booked a 


large number of orders as the re- 
sult of the General Motors spring 
shows in fifty-five cities. The plant 
is now working on this back log. 
The Plymouth plant has been 
steadily stepping up production for 
the past several weeks in anticipa- 
tion of demand for new models. The 
pay roll at this plant has been in- 


(Continued on Page 2) 


TOTAL CANADIAN CAR 


REGISTRATION SHOWS 
DECLINE FROM 1930 


Montreal, April 12.—For the first 
time in history the registration of 
motor vehicles in Cana¢a showed a 
decrease in 1931 under t) ¢ preceding 
year, the total for all ¢ asses being 
1,206,836, as against 7,239,888 for 

1930, a decrease of 33,052 vehicles, or 
| 2.7 per cent, 

A report issued by the Dominion 
| Bureau of Statistics shows passenger 
; automobile registrations decreased 
| from 1,047,494 cars in 1930 to 1,024,- 
| 385 last year. The decrease in new 
|registrations was very heavy, while 
renewal of registrations showed in- 
creases in every province, indicating 
old cars were retained in service. 

Total taxes collected through reg- 
istration fees, mileage on buses, etc., 
amounted to $19,684,908, which was 
$481,375 less than in 1930. Eastern 
provinces showed increased revenue 
from this source, while the prairie 
provinces and British Columbia all 
recorded decreases. The total gaso- 
line tax collected amounted to 
$22,546,119, as against $22,655,225 for 
1930. 

Canada, with an average popula- 
tion of 8.6 persons per motor vehicle, 
had a greater total registration than 
any other country except the United 
States, the United Kingdom and 
France. The United States had a 
registration of 26,523,779; the United 


| 





| 





given W. D. Edenburn, general 
manager. 


Kingdom, 1,524,339, and France, 
1,459,650. 
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LOUISVILLE FORD PLANT 


STEEL PLANTS EXPECT 
30% OPERATION ON 
INCREASING ORDERS 


assembling of commercial 


(Continued from Page 1) 


ADDS 300 EMPLOYEES 
Louisville, Ky., April 12.—The local 
Ford assembly plant has announced 


that 300 men were back at work on 
trucks. 
Starting date for assembling the 
new V8 has not come through so 


|HUPP ADDS FIVE 
DISTRIBUTORS, 22 
DEALERS IN MARCH 


Detroit, April 12.—Five distribut- 


far, according to Ernest L. Meuhl,/ing organizations to handle Hup- 


io be used in a project to cost ap- | manager. 
proximately $1,300,000. Production 


of the pipe, which wlil be used in| 3,200 men. 


an eighty-mile natural gas line in | LOW-PRICED CAR 
MAKERS STEP-UP 


California, 
As a result 
will return 
plants here. 

It is estimated six to eight open 
hearths at Repwbdlic’s Lansingville 
steel plant may shortly be melting, 
with an ingot output nearly twice | 
that of recent weeks. The order is} 
the largest of any Youngstown dis-| creased by 2,500 workers during late 
trict maker so far in 1932, and is| February and March. At the present 
further evidence that the pipe mar-|} moment production is proceeding at 
ket will open up for a seasonal, if| the rate of about 1,100 vehicle units 


may begin immediately. 
of employees | 
at Republic's | 


hundreds 


to 


work 


(Continued from Page 1) 


somewhat belated. recovery. | per day. The Plymouth announce- 
Other substantial projects are be-| ment that more than 23,000 orders 
coming active. Recent improvement| had been taken during the first 





in the credit situation throughout 
the country is likely to bring several 


four days of the new-car showing, 


APRIL SCHEDULES 


The plant has capacity | mobile cars were signed during the 
of 400 cars a day, operated full, with 


month of March, according to a 
statement issued today by the Hupp 
Motor Car Corporation. 

These distributors include: 

K. C. Browne, Inc., Columbus, O.; 
Stults Motor Company of Louisville, 
Ky.; Victor L. Sacre of Lewiston, 
Me.; Tri-State Motor Car Company 
of South Bend, Ind., and Shaw Mo- 
tor Sales of Saginaw, Mich. 

Five Canadian dealers signed the 
Hupmobile franchise in March. 
They are: George H. Ferguson of 
Collingwood, Ont.; W. S. Shales of 


Kingston, Ont.; Century Motor 
|Sales, Ltd., of Toronto, Ont.; Fred 
iJ. Poole of St. Catherines, Ont.; 


| Buddells Garage of Waterloo, Ont. 

Among the twenty-two Hupmobile 
| dealers in the United States are in- 
cluded: W. & W. Garage of San Ga- 


indicates that a sizeable back log is | brie), Cal.; Stewart Motor Company, 


projects now alive to the order stage. | being built up by this company.|Ine, of Bridgeport, Conn.; the 


April will be «about 
~ 9,090. 

De Soto has been steadily gaining 
in sales this year and production is 
being stepped up to meet 
demand. 


‘PLYMOUTH SPEEDS 
APRIL SCHEDULE 


(Continued from Page 1) 


production 


RIM PRODUCTION 
IN MARCH OFF 10% 


1931 and 1930. So far this year, 
however, the trend has been in the 
opposite direction, revealing the un- 
usua) hesitation which followed the 
brief upturn accompanying the in- 
troduction of ts annual show 
models. : stated, more than 5,000 orders in 

The cumulative ;roduction of rims | addition te the preliminary orders 
for the first quarter of 1932 totals|placed by dealers for the new 
2.184,934 units, according to the Tire Plymouth had been received by the 
and Rim Association's figures. This | factory within the vast few days. 
compares with 3,959,365 for the first} an ‘instance of ie enthusiastic 
three months of last year. This) veception of the Plymouth is found 
year’s output fo date therefore falls | jn Philadelphia, according to Mr. 
nearly 45 per cent. below that of the | Hutchinson. The Philadelphia 
eomparative period of one year @80.| Chrysler-Plymouth distributing or- 

Production of drop center rims|panization ordered 200 Plymouths 
last month was 509,784, compared} toy April delivery. 
with 828,069 in March a year &80,! ihe announcement this organization 
but the proportion of drop center! wired the factory for immediate de- 
rims to total output Jast month in-| jivery on this number and placed an 
creased to 78.7 per cent., compared | orde; foy an additional 213 units, 
with only 581 per cent, in March,| thus increasing its April order by 
1931. - 107 per cent. 


So far this year - —_ of —_ 
yvims to total output has been slight- . 
AIRCRAFT SHOW 
SALES $80,000 


ly lower than a year ago, which re- 
Meiroit, April 12. — Sales at the 


flects no relative tmprovement in 
ihe commercial car field, 
National Aircraft Show which closed 
Sunday totaled 16 9d!cnes, valued at 
more than $80,000. 
Paid attendance during the nine 





M. H. LUND TO SPEAK 
AT OVERSEAS LUNCHEON 
New York, April 12.--The next} 
luncheon meeting of ihe club will be 
on April 14 at the Hotel Astor, New 
York. A feature of the program will 
be a talk by Marquard H. Lund,|44ys of the show totaled 63,685 per- 
commercial attache, Oslo, Norway. | S008 sgainst approximstely 85,000 in 
| the preceding year. 
This was cousidered ‘avorable by 





LINCOLN ELECTRIC N4MES 


MEXICAN OFS CRIBUTOR | SPO" Cfficiels In view of adverse 
iia a. dik 10 i ie Weuther eondilions and the com- 
yeeverane, U., AP eel OR" | notition offered by the special autc- 

solidada, S. A., of Mexien, D. F., Was| iopile showe avring the show | 
been appointed Mexican distributor | periae A 7 
by the Cincoin Electric Company, | 

1 


manufacturer of Stable Are welders| CLASSIFIED ADVERTISEMENTS 


and supnile. well as Linc-Weld; IN THE AUTOMOTIVE DAILY 


motors, 


NEWS BRING RESULTS 









BOSTON BOUND? 


HOTEL 


LENOX 


Boylston St. near Copley Saucre 







HOTEL 


-BRUNSWICK 


Boylston St. at Copley Square 


HOTEL 


BRADFORD 


Tremont St. near Boston Commen 










Three Destinations 
for Interesting People 
GARAGE SERVICE 








For modern travelers by air, rail or highway, here's a 
cordial welcome and complete hotel service. Nine 
popular dining rooms provide a wide variety of fixed- 
price meals and a /a carte menus. Room tariff—Single, 


$2.50-$5.—Dcuble, $3.50-$7. 
L.C. PRIOR MANAGEMENT 















One day after 





|; Brown Motor Company of Milford, 








;}Conn.; City Garage of Putnam, 
Conn.; Lloyd J. Miller of Sterling, 
Conn.; Young Motor Company of 


the | Alton, Iil.; Stag Motor Company of 


Chicago, Ill.; W. & W. Auto Sales 
of Mount Carmel, Ill.; Gasaway Mo- 


{tor Company of Terre Haute, Ind.: 


Dr. G. J. Pearson of Howell, Mich.; 
George H. Van Keuren of East Au- 
rora, N. Y.; L. H. Phillips of Go- 
wanda, N. Y.; E. D. McLean of 
Greenfield, O.; Guisewite & Cook, 
Inc., of Butler, Pa.; Wear Motor 
Company of Hazleton, Pa.: Ira B. 
Ainey of Montrose, Pa.; the Willow 
Garage of Norristown, Pa. 


FINANCIAL NEWS 


BAVARIAN MOTOR WORKS 


Berlin, April 12—The Bavarian 
Motor Works reports net income 
after depreciation deductions of 


64,195 ceichsmarks in 193). 
offs aggreyated 2. 
for the year. 

The company strengthened its 
currency position during 1931, de- 
Spite unfavorable prevailing condi- 
tions, through a reduction tn bank 
loans of 3,750,000, cutting the tota! 
to 3,311,000 reichsmarks. 


VLCHEK TOOL Cu. 

Cleveland, April 12.—Vichek ‘Tool 
Company reports for year ended 
December 31, 1931, net loss of $91,238 
after taxes and charges, ‘This com- 
Pares with net profit in 1230 of 
$6,546, equal to $1.50 a share (par 
$100) on 4,357 shares on $7 cumula- 
tive preferred stock. 

Current assets as of December 31 
ist amounted to $408,915, and cur- 
rent liabilities $34,166, comparing 
with $541,578 and $68,145, respec- 
tively, at close of 1930. 


Write- 
7,883 reichsmarks 


BALDWIN RUBBER CO. 

Detroit, April 12—Baldwin Rubber 
Company reports for year ended 
December 31, 1931, net loss of $1,303 
after charges and depreciation. This 
compares with net profit in 1930 of 
$150,855, equal, after allowing for 
Class A dividends, to 75 cents a 
share on 1006°9 no-par shares of 
Class B stock, 


PEERLESS IOTOR CAR CO. 

Peerless Motor Car Corporation 
reports for quarter ended March 31, 
1932, net loss of $67,001 after charges, 


depreciation, etc, comparing with 
net loss ot $43,083 in preceding 


quarter and net loss of $114:22) in 





March quarter of 193), 

For six months ended March 31, 
1932, net loss was $110,084 after 
charges and depreciation, against 
net loss of $201,525 in corresponding 
six months of previous fiscal veur 


BRIGGS MFG. CO. 

Detroit, April 12.—Briggs Manu- 
facturing Company reports for year 
ended December 31, 1931, net income 
of $683,932 after depreciation, Fed- 
eral taxes, etc., equivalent to 34 
cents a share on 2,003,225 no-par 
shares of capital stock. This com- 
pares with $4,035,912, or $2.01 a 
share, in 1930. 


TRANSUE & WILLIAMS 
Transue & Williams Steel Forging 
Corporation reports for the quarter 
ended March 31 net loss after de- 
preciation and other charges, $3,398, 
compared with deficit of $36,249 in 
first quarter of 1931, 
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SPARKS from DETROIT | 


The Shows Helped 


” * 7. 


Quick Recuperation 


* % 


¥ 


Doughnut Pioneers 








Eddie Rickenbacker 
- * * 


| 
| Chris Sinsabaugh— Detroit Editor 





HE jury’s still out, although the big offensive on the 

buying public launched last week by General Motors, 
Plymouth, Ford and others, has been made. It will be an- 
other week or so before the verdict is handed in and we know 
definitely the actual buying that followed the nation-wide 
drive of the industry. 

At this early date all we can do is deal in generalities 
as to what business materialized, but from what I have picked 
up over the week end I believe that even the promoters of 
the drive will be pleasantly surprised. We'll get the cold- 
turkey facts when the returns from the field on the first 
ten-day period come in, and there will be no disputing the 
facts when the second ten-day count is had. 

Certain it is, though, the past week effectively demon- 
strated that the people are buying. With a flying start like 
this, spring business should be infinitely better than it would 
have been if the manufacturers had not made this national 


effort to make the country again automobile-conscious. 
* * of 


FROM OFF THE GENERAL MOTORS show ¢girenit 
comes one story that strongly emphasizes how well organized 
that effort was. The Baltimore show, under the direction 
of C. R. Cunliffe, president of the Cunliffe-Cadillac Company, 
had an auspicious opening in the Iceland Exhibition Hall at 
Carliss Park. Tuesday afternoon fire broke out in iceland 
Hall and destroyed the scenery, damaged the cars because of 
falling glass and smoke and Cunliffe had to close the show. 

That night he got on the long distance phone and told 
the sad story to Ben Koether, director of sales activities of 
General Motors, and was told “the show must go on.”* Cun- 
liffe leased the Arena in the same park, drafted local decora- 
tors, had local dealers take cars off their floors for his show, 
and the next afternoon, less than twenty-four hours after the 
fire, the new show was opened and business was going on as 


usual. 


* “ * 


SUCH GLOWING REPORTS from the field came in to 
this same Koether that Thursday night he hopped a train for 
Boston to see for himself just what was happening—the 
stories he had heard seemed too good to be true. Friday 
morning he inspected the shows in Boston, Springfield and 
New Haven—an hour apiece for each—and Friday night he 
was in New York, giving the Astor Hotel display the once 
over, Sunday morning he was back in Detroit. “Seeing is 
believing,” he found out. 


i 





* 


SEEMS AS IF I started something when I tried to help 


| the historians as to the exact moment when the industry first 


took official recognition of the advent of the doughnut or 
low-pressure tire. Almost simultaneously De Soto and 
Graham announced the innovation as optional equipment. 

Far be it from me to pose as King Solomon in this mat- 
ter, although the column last Wednesday opined that De Soto 
had the jump by a whisker. I’m open-minded on the subject, 
though, so I am passing along to you the Graham view of it. 

In support of its claim to pioneership in this matter, 
Graham claims that whereas De Soto made its doughnut 
debut through the display of a single car with low-pressure 
tires, made in the Chrysler Building in New York, at that 
same time Graham was showing cars thus equipped in fifty 
cities throughout the country. Furthermore, it claims to 
have already shipped 104 cars properly doughnutted. 

* + * 

AS LONG AS HE was affiliated with General Motors 
aviation interest, we sort of felt that Eddie Rickenbacker 
still was part of the automobile industry. But now he is 
going to Washington with a transportation company it looks 
as if we motorists have lost a most colorful figure, one who 
has been with us as a racing driver, a manufacturer and a 
sales executive for almost twenty years, 








By ROY F 


AUTOMOTIVE DAI 


Retail Salesmen 


RETAIL SALESMEN, IT’S UPTO 
YOU! SAYS ROY FAULKNER 


AULKNER, 


Vice-President Studebaker Sales Corporaiion 


Vell, spring is here, so’s the new Ford, and it didn’t 
have 138-inch wheel base and look like a Rolls Royce, so I 


guess everything’s all right wi 


th the world, and it’s time for 


us to face the situation and do the things that are necessary 


to be done in the face of existing circumstances. 


I was impressed, and perhaps a° 
little reverent, when I walked] 
through the New York show inj 
January and looked at the motor 


cars that the manufacturers and 
their engineers had developed. New 
designs, new power, new genius, new 
conception of beauty surrounded me 
on all sides, and I thought of the 
midnight oil that must have been 
burned, the cars that must have 
been built up in wood models and 
then thrown away, the hours, the 
days, the nights of driving and} 
testing that must have been done 
by experimental engineers; the time 
study, cost accounting, buying—all 
the travail that must have been 
gene through to develop these mar- 
velous automobiles, and I wondered 
if we in the sales departments of a 
brave industry were going to be 
worthy of the genius and ingenuity 
that had been displayed by engi- 
neers and manufacturers. 

Think of the motor cars that we 
sold in 1929! In our own case, we 
had a six with a wheel base of 113 
inches, which sold at a base price 
of $1,195; without insulated bodies, 
free wheeling, automatic ride con- 
trol, cushioned power and all the 
many divers things that have been 
put into our merchandise which we 
are now able to sell, with a wheel 
base of 117 inches, at a base price 
of $840. It looks to me like the re- 
tail salesman has come into his own 
and the buck has been passed to 
him. There was a time when cars 
could be developed that would al- 
most sell themselves, but not today. 
It is a time for the retail salesman | 
to take a personal inventory of him- 
self; to begin to put into his daily | 
work the application, the thought 
and the hours that the engineers 
have put into designing and build- 
ing the present-day motor cars, to 
accept the inconvenience of planned | 
intensive sales efforts, to develop the 
thick skin and the courage of the 
house-to-hcuse magazine solicitor, 
brush salesman or insurance so- 
licitor. This may be an indictment, 
but I am indicting myself along with 
every one else in the sales depart- 
ments of this business. I hear ar- 
guments today about filing prespects 
and methods of handling retail sales 
forces that are the same arguments 
I listened to seventeen years ago 
when I was a retail salesman for 
Frank Santry in the city of Pitts- | 
burgh, and I sometimes wonder if 
the fact that we have been selling 
merchandise that is most universal 
in its appeal has not made us soft 
and flabby and given us the complex 
that we have been specially chosen 
of God and that it is not necessary | 
for us to do the things that people 
have been accustomed to doing who 
have sold other articles that have 
always been hard to sell. In 1929 
19.6 per cent of the consumer's dol- 
lar was spent for automotive prod- 
ucts. It was only exceeded by food, 
which consumed 22.4 per cent. of 
that same dollar. This means that 
an automobile is almost as impor- 
tant to the man on the street as the | 
bread and butter he uses to sustain 
life. 

A great responsibility 
laid in our laps! I hold no brief 
for any particular factory, or for 
any particular group of engineers, | 
for I think they have all done phe-| 
nomenal jobs, and have measured 
up to their requirements in aj} 
masterly manner. Now what are we} 
salesmen going to do about it? 

Are we going to be worthy of the 
merchandise we have been given to 
sell? Are we willing to do the things 
necessary to secure business in these 
trying times? 

There are undoubiedly thousands 
of people in the United States that) 
are deterred from buying a motor 
car because of fear, and there are 











has been 


thousands more who have not 
bought in the last year because they 
have not been asked to buy. 
after time I meet men who can well 
afford automobiles, who tell me that | 
they have not been solicited to buy 

a new automobile in the last sixteen 

or eighteen months. I know this 
sounds trite, and know it has been 
said before. I know that the retail 
salesman has been blamed for many 
of the ills that exist in this business 


| and I think a great deal of the criti- 
| cism of the retail salesman has been 


unjust. But that is water over the 
dam. What are we retail salesmen 
going to do to meet the new condi- |, 
tion? A great creative selling job 
by the hundred thousand salesmen 
who sell automobiles in the United 
States can readily increase the pro- 
duction of motor cars. As Mr. Hoff- 
man expressed it in his talk at the 
per-show dinner in Chicago, five | 
people brought into the market by | 
each retail salesman in the United 
States will increase the production 
500,000 automobiles. Let us start to| 
do this. Let each salesman to-| 
morrow morning make ot» a card on | 
which he has written the hours of 
the day, from 8 to 9, 9 to 10, 10 to 11,| 
and so on, and in these spaces let} 
him enter his actions; how long it 
took him to drive out and see his 
first prospect, how much time he 
spent actually trying to sell him an 
automobile, how much time he spent 
driving to his next point. We tried | 
this once with our retail salesmen | 
in Cincinnati, and found that our 
men were actually working forty-| 
five minutes on prospects some days, 
because their work was_ poorly| 
planned. 

Even if you don’t show this card 





| to the sales manager, it will give you| 


a marvelous check on your own ac- 


| tions and the amount of time you! 
waste. 
The insurance tield demonstrates 


the great example of _ intensive| 
creative selling that exists. I don’t 
believe 1 per cent. of the business | 
secured by insurance _ solicitors 
comes from people who bring them- 
selves into the market for insurance, 
and I don’t believe that they have 
ever been able to secure very much 
business through friends calling 
them up and giving them prospects. 

When the automobile was in- 
vented, it satisfied a desire that is 
born in every one, and for a great 
many years the demand was so 
great that our prospects came to us, | 
Now, as Mr. Hoffman expressed it, | 
all the forces that have been work- 
ing for us are now working against 
us. In a survey made recently in) 
Chicago, prospects called in eighteen | 
stores, and the opening remark to 
the salesman was this: “I am not| 
in the market for a car, I can’t af-| 
ford to buy one. I am simply here | 


looking at your new models, so don’t | 
bother with me, because my salary 
has already been cut 10 per cent., 
and it may be cut 10 per cent. again. | 
Therefore, I am not in position to 
buy.” Fifteen of the salesmen out} 
of the eighteen interviewed climbed | 
in bed with the prospect and agreed | 
that things were tough. Cars | 
weren't selling very well, and the 
automobile business was off as 
much as 50 per cent., and they could | 
readily understand why he wouldn’t| 
be in the market for a car, but if| 
he ever did get in the market for a} 
car, they hoped he would remember | 
them and come and see them. 
Three men gave the prospect an} 
argument. One salesman brought | 
out the fact that if the customer's | 
salary had been cut 10 per cent., it} 
had been raised 35 per cent., as far | 
as the particular automobile he was 
selling was concerned, as the car 
he was selling him today at $1, 





(Continued cn Page 6) 
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Time | 


| Fully 30,000 persons jammed How- | 


|} in the State Armory. 


| purchase and contract. 
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sion of the industry. 


let us get it ready for publication. 


you commissions, 
Dealers read this page. 





To Peak Effort in 10 Days? | vs six wis 40 ana iveo seventh 
Teefy-Seltz Tells How 


This department is devoted to the interests of the retail sales divi- 
Salesmen, this is your department. 
Daily News wants you to get something from this department that will 
help you in your work on the firing line. 
your own experiences, successes, failures to help your brother salesmen. 


Send in your story in the form of a letter, or even a postal card, and 
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| COOK COUNTY NEW 
TRUCK SALES OFF 
50% IN QUARTER 


may help another salesman to make sales or avoid errors that cost (Continued from Page 1) 
Give us the benefit of your reactions on || With 128 against 149, while GMC 
these problems that affect the work of your salesmen, the men on the with a gain of 78.5 per cent. over 
firing line, the men who bring home the bacon or don't. the preceding year took fourth posi- 
————~"| tion. The General Motors product 
C | Be Ss . d listed 75 against 42 in 1931. Dia- 
an Sa esmen tirre | mond T had 65 for fifth place 
| against 118 the year before. Dodge 


The latter had 24 against only 4 
the preceding year. 

Sterling listed 13 against 5 in 1931, 
Walker Vehicle 10 against 3 and 


Philadelphia, April 12.—Showing | work. An educational campaign was | Studebaker 6 against 3. 


how it is possible to key up a sales 
force to peak endeavor, interest the | 
public and get substantial results | 
in a ten-day period, here are some 
of the things accomplished by the 
Teefy-Seltz Co., Auburn and Cord | 
distributors during “Dual Ratio| 
Demonstration Week”—extended—_| 
March 20 to 30. 


Teefy-Seltz men made 73 dem- 
onstrations, 34 appointments, 227 
telephone calls; interviewed 61 floor 
prospects and obtained 71 new pros- 
pects in the ten-day period, result- 
ing in a great increase in Sales. 
Radio announcements twice a day; 


| 


the insertion of at least one dis- 
play advertisement daily in every 
newspaper in the city and direct 


mail in the form of letters sent to 
every Auburn owner and to every 
“live” prospective Auburn owner} 
in the four counties, including | 
Philadelphia county, in the Phila- 
delphia sales area, supplemented the 


| 
—-~ | 
j 
} 


SPRINGFIELD EXHIBIT 
BY G. M. SUCCESSFUL | 


Springfield, Mass., April 12.— 
ard Street to participate in the last | 


night of the General Motors Exhibit, | 


The crowd, representing (¢.e-fifth 
of the entire population of Spring- 
field, filled the street from Main 
Street almost to Columbus Avenue 
and required the attention of 38 po- 
lice officers, including Chief John 
L. Maloney. 

The Springfield exhibit has ranked 
fifth among the 55 in the country 
in sales and fifteenth in attendance, 
they reported, 

Officials said they are confident 
that the excellent attendance and 
sales at the show will have much to} 
do with obtaining for this city of | 
a similar exhibit next year. Spring- 
field was favored this time over | 
Hartford and Providence and they 
will be the chief competitors next 
year also, 





NORTH CAROLINA BUYS 
500 SCHOOL BUSES | 


Charlotte, N. C., April 12.—Award- 
ing of contracts for 500 school bus | 
chasis with a price range of from | 
$450 to $1,500 featured the letting 
conducted by the state division of | 
The following companies were | 
awarded contracts for the 500 schoo) | 
bus chassis: Dodge Brothers Corpor- 
ation through Raleigh dealers, Fords, | 
through Sanders Motor Company, | 
Raleigh; Chevrolets, through Pyra-| 
mid Chevrolet Company, Charlotte, 
G. M. C., through General Motors 
Corporation of Charlotte; Interna-| 


tionals, through Raleigh Interna- 
tional Company; Diamond T 


through C. H. Hermitage & Co., of | 
Greenboro; Corbitts, the Corbitt; 
Company of Hendersonville; Reos 
through Scott-Matthews Reo Com- 
pany of Winston-Salem 


MARCH CHRYSLER SALES 
IN NEWARK GAIN 46% 
Newark, N. J., April 12.—The De- 
Cozen Motor Company reports an | 
increase of 46 per cent. in deliveries 


995| of Chrysler cars for March of this 


year over the corresponding period 
of a year ago. 


|4 


put on, out of town, and all Teefy- 
Seltz dealers were circularized with 
“Jumbo” copies, produced by spe- 
cial process, of a letter written by 
the engineering director and 
service manager of the Keystone 
Automobile Club, giving the results 
of an economy-test demonstration 
staged by the distributors. A photo- 
stat print showing the car that 
made the test run, with President 
W. D. Teefy and Vice-president A | 
Seltz beside it and Service Manager | 


ware and Maryland. 


New truck registrations for March 
| were 268 compared with 498 for the 
|}same month last year. Chevrolet led 
second 
| 65. In March last year Chevrolet 
the} had 95 and Ford 263. Several lines 
showed gains 
| March including International, which 
|registered 41, 
|GMC 27 against 18 last year, Dia- 
|mond T 17 against 13, Diveo 8 with 
|no listings in March the preceding 
year, 
baker 3 against 1. 


with 80, Ford taking 


over the pi 


one ahead 


Reo 7 against 5 and 


John Teefy inside, was inclosed| following are the new truck reg- 
with each letter. In this test, Mor- |istrations in Cook county for the 
| eee ee ae | first quarter this year, compared 
hans eee with three seneeen | — Se. CTpERES pe 
a total distance of 129.71 miles. The | ~~ ° 1932 «1931 
run was made from Penn Athletic Chevrolet 254 316 
Club, this city, to the President | por Cree 999 944 
Hotel, Atlantic City, and return to} y+ o+national 128 149 
Teefy-Seltz headquarters, in elapsed | GMC ere 75 42 
time of 4 hours and 46 minutes.| -""” acy Reese os - 
William S. Canning, the club's en- | Diamond T..........++. - 118 
gineering director, was starter and |DOG8E -.-.-+-..+++eees 9 0 
checked on gas and oil consumption | DIVO +++ ++++++eee++es -" ‘ 
at the finish. The results follow: | Federal ...--..-.+++-. = 2 
Gallons fuel used, 8.56; average fuel | Sterling ...------..++++. 13 oa 
consumption, 15.153 miles per gal- Ww nite ene a ae = at 
lon; average speed down, 26.67 miles | Available .......+.++++: As “4 
per hour; average speed up, 27.85| REO ......s+sseeesserees 12 19 
miles per hour; average speed, entire Walker beeen eee eeees 10 3 
trip, 27.20 miles per hour; total| Mack q 14 
| mileage, 129.71 miles; elapsed time, | Studebake: 6 3 
hours. 46 minutes; total weight | Nelson LeMoon....... 4 30 
of car, including three passengers, | Autocar t 17 
15,575 pounds; ton miles average per | Relay 4 3 
gallon, 42.223. This test was made] WIIlYS ........+s+eeeees 4 7 
on March 17. In the week prior to| Republic ..........+++5. 3 2 
“Dual Ratio Demonstration Week,” | Hendrickson .........-. 2 10 
N. E. McDarby, vice-president in Rieland & Bree......... 2 7 
charge of sales, Auburn Automobile | Ahrens-Fox .........+-. l 0 
Company, addressed a meeting, in| Twin CORED ic sc nnncesse l " 
the Teefy-Seltz sales building, at-| Willys-Knight ......... 1 0 
tended by several hundred dealers | Stewart iisepaeneawe 1 15 
and salesmen from scores of towns | Chicago toute eek ie l 16 
in Pennsylvania, New Jersey, Dela-| Thorne .........+.-++-- l 0 
Miscellaneous ........0. 0 75 


feature 


Unusually Comfortable Rooms, 


Rates Start 


and 


ing at $2.50 
the 


Finest Food in their Respective Cities 
wv 


In CLEVE 


LAND its 


THE HOLLENDEN 


ELMER HOGREN, Manager 


1050 ROOMS 


1050 BATHS 


4-Station Radio Speaker in Every Room 
In COLUMBUS its 


THE NEIL HOUSE 


TOM A. SABREY, Manager 


655 ROOMS 


In AKR 


450 ROOMS 


- 


655 BATHS 


ON its 


THE MAYFLOWER 


C. J. FITZPATRICK, Manager 


450 BATHS 


4-Station Radio Speaker in Every Room 


All DeWitt Operated Hotels are in the Heart 
of their Respective Cities 
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A Czar’s Kingdom 


N a recent announcement that the rubber industry had 
appointed a czar to rule its destinies, some of us found 
cause for muttering: “Oh, yeah?” 

It is not that we doubt the value of the services that Mr. 
Bishop, the rubber czar, will give his industry, but that we 
remember how far his activities will be delimited by outworn 
laws, which should have been cast into the discard long ago. 

As a matter of fact the rubber industry, particularly | 
that division of it which produces automobile tires, is a very 
perfect example of the evil that our present anti-trust laws| 
have worked on American business. If the czar of the rub- 
ber industry and the captains of the various companies com- 
prising it were to take the steps that they know would bring 
back prosperity to their business they would probably be 
popped into a Federal jail on the instant. 

The tire industry has been one of the most progressive | 
in the country in its endeavor to improve its product and 
give its customers the maximum for their money. It has) 
spent tremendous sums of money in experiment and develop- 














Mich 


CHEVROLET LEADS 
IN CREMO CONTEST 
WINNERS CHOICE 


Detroit, April 12.—Results of the 
| Cremo cigar contest, in which win- 
ners were given their choice of any 





one of three makes of low-priced | 


|cars, reveal that of the 240 cars 
awarded, 136 were Chevrolet sixes, 
89 were Plymouths and 15 were 
| Fords, according to records disclosed 
‘by the American Tobacco Company, 
| sponsors of the contest. 
The contest was conducted on a 
}national scale, with a winner se- 
|lected each week according to the 
{merit of his eigar-band essay, and 
he was given an optional choice of 
the three cars, delivered to him fully 
| equipped. 

Chevrolet scored 57 per cent of 
the total, Plymouth 37 per cent 
| Ford 6 per cent. 


/NEWARK A. T. A. NAMES 
DE COZEN PRESIDENT 


Newark, N. J., April 12.—Alfred 
| De Cozen was elected president at 
}the annual meeting of the Newark 
Automobile Trade Association, Other | 
| officers elected are: First vice-presi- 
dent, Ira C. Jones; second vice- 
president, John C. Chadwick; treas- 
urer, Joseph C. Bell; secretary, 
Glenn W. Tisdale; trustee for un- 
filled term expiring 1933, Harry F. 
Flower; trustee for unfilled term ex- 
piring 1934, Clyde L. Baer, and trus- 
tees for term of three years ending 
1935, David E. Lane, Laurence C. 
Ward and Frank Fanning. 


COMING EVENTS _ | 


APRIL 
7-30—Tel Aviv, Palestine. Levant Pair 


11-16—Boston, Mass. American Oi) Burner 
Association, Ninth Annual Conven- 


|a number of them have been adopt- 


and | but in our national magazines. 


| feature of it, as well as Cord, Auburn, | 
| Pontiac, some of the Chrysler prod- 
|ucts and several others who are no‘? 








ment work and its product has shown the effect of this 
progressive attitude. But in its business operations this 
same industry has “gone haywire,” as the picturesque slaug 
has it. 

The various companies comprising the tire industry 
have been drawn into a competition so merciless, so lacking 
in all standards of good business that company after com- 
pany manufacturing a good product has passed out of the} 
picture. 

The anti-trust laws that still decorate our statute books 
force cut-throat competition on companies that would nor- 
mally be willing to co-operate for the good of their entire 
industry. 

Obviously enough we do not want monopolies to develop, 
but there are ways of preventing any such happening without 
absolutely demanding that every company in any given line 
of industry shall stab and strangle every possible competitor. 
Business men are learning that killing a rival does not im- 
prove their profit sheets. 

The fact is that an industry is prosperous only when all 
the companies in it are prosperous. Even with the diminished 
business being done at the present time, industry in America 
could be fairly successful if reasonable co-operation were 
permitted. Washington, please note. 





A Transportation Relic . 

OWN in the romantic city of N’ Orleans they have just 

placed on the junk pile an ancient locomotive, which 
had completed 102 years of active service. 

This venerable relic of a by-gone transportation age was 
placed in service in 1830 on the short railway running from 
Ponchartrain Junction to Milneburg in Louisiana. At that 
time this now withered ancient used to draw crowds to 
marvel at its wonderful power and efficiency. The men who 
stoked and drove her dubbed her Smoky Mary, and by that | 
name the old engine has gone to this day. And every day | 
since Smoky Mary has made seven trips back and forth over | 
its four and one-half mile stretch of track. And now the 
scrap heap. 

The interesting part of the whole incident is that it was 
motor cars and buses that drove old Smoky Mary off the 
tracks. The newer form of transportation unit ruined 
business for the little branch line and this is now being | 
abandoned. 

_In spite of the 102 years that have passed since the old 
engine was put into service, it still bears some resemblance 
to the locomotives of today. We wonder what a motor car or 
bus or truck of 1930 would look like to Americans of 2032? 
Transportation development has made giant strides in the 
past twenty-five years, but we hazard a guess that the next 
four twenty-five-year periods will make the past look as slow 
as old Smoky Mary does to the people of today. 





tion 

11-17—Asbury Park, N. J Automobile 
Show 

12-27—Milan, Italy. Internationa) Auto- 
mobile Salon. 

21-22—Cleveland, 0. National Petroleum 
Association, semi-annual meeting, 


Hotel Cleveland. 
23-May 2—Zagreb, Jugo-Slavia, Automobile 
Salon. 


27-29—New York city. 
Society. 


American Welding 


MAY 
1- 8—Penzan, Poland. International Fair. 


2- 6—Philadelphia, Pa. American Society 
of Mechanica] Engineers manage- 
ment division meeting. 

4- 6—Honolulu, Hawaii. National 
eign Trade Council. 


4- 7—Dublin, Ireland. Commercia) Car 
ow. 


For- 


7-11—Cleveland, 0. American Society for 
Testing Materials, meeting. 


7-16—Budapest, Hungary. Internationa! 
Fair. 

12-13—Cleveland, 0. American Gear 
Manufacturers’ Association, meet- 
ing. 

16-20—San Francisco, Cal. United States 
Chamber of Commerce, annua) 
meeting. 

19-20—Chicago, Ill. National Battery 
Manufacturers Association meet- 


ing, Hotel Sherman, 
23-28—Chicago, Ill. Radio Manufacturers 


summer meeting. 
20-24—-Atlantie City, N. J. American So- 
ciety for Testing Materials, annua) 
Chalfonte-Haddon Hall. 
JULY | 
Grand Prix Automobile | 


Association, meeting, Hotel Sher- 
man 
JUNE 

Bordeaux, France. Automobile 
Show. 

Cork, Ireland, Commercial Car 
Show 

Paris, France.—International Auto- 
mobile Manufacturers Association 
sixth annual Motor Transport 
Congress. 

1- 3—Tulsa, Okla. American Petroleum 
Institute, mid-year meeting, Mayo 
Hotel. 

8-11—State College, Pa. American So- 
ciety of Mechanica) Engineers, Na- 
tional Oil and Gas Meeting. 

12-17—White Sulphur Springs, W. Va. 
Society of Automotive Engineers, 


meeting, 


3—France. 
Race 

5- 9—Southampton, 

cial Car Show. 

9-10—Belgium. Grand Prix Automobile 


England. Commer- 


Race 
17—Germany. Grand Prix Automobile 
Race. 
20-22—Llandrindod, Wales. Commercia) 
Car Show. 
OCTOBER 
3- 7—Washington, D. C. Nationa) Safety 
Council, meeting. 
3- 7—Buffalc, N. ¥. National Metal Ex- 
position, 174th Regiment Armory 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director, 
3- 7—Buffalo, N. Y¥. National Metal 


Congress Sponsored by American 
Society for Stee] Treating, with co- 
operation of American Society of 
Mechanica! Engineers, Institute of 
Metals and Iron and Steel Divisions 
ot American Institute of Mining 
and Metallurgical Engineers, Ameri- 
can Welding Society, Wire Associa- 


tion. 
13-22—London, England. Olympia Show. 


opinions of our readers. They are 


Automotive Daily News: 
quite a lot of prominence given in 
the different ads shown by some of 
our leading passenger car manufac- 
turers to the X-frame member that 





I note not only in your paper 
For 
is making a great 


ing. 


instance, Nash 


adopting it. : 

It might be interesting to know 
where this idea first originated and 
how it came about. Twenty-five 
years ago, during the 1907 panic, as 





we called it then, I was building 
some trucks in my home town, 
Chillicothe, O., and had received an 
order for two motor trucks from the | 
largest cigarette manufacturing 
company in Mexico City. Because 
of their bulky loads, the chassis were 
to be a very long wheel base and 
with only cross sections, and I was 
not satisfied with the strength we 
should have, according to the loads | 
and operations. There were no 
means of taking care of the torsional 
strains and the frame was apt to 
get out of alignment, and I hit upon 
the idea of putting a big “X” mem- 
ber in the center of the frame, which 
also carried my propeller shaft and 
its bearings back to the rear jack 
shaft, as the rear wheels, of course, 
were chain driven. It proved to be 
an excellent feature and gave won- 
derful results. I never thought to 
get a patent on it and did not use 
it in any of our standard wheel- 








have you. Open to every one to say anything, anyhow, any time. The 
communications printed in this department represent the ideas and 


not necessarily ours. If you have 


something to say en any phase of automotive activity, wholesale, retail 
or abusive, let us hcar from you and we will tell the world. 


Gramm Outlines Origin 
Of X-Frame Design 


We see| 





base lengths, so that only occas‘on- 
ally was it used, until in 1925 we 
developed in our engineering de- 
partment a double drop frame for 
buses and motor truck vans, and 
immediately this idea came into 
mind, knowing its superior features, 


jand we engineered it into our frames, 
jand we 


know in several cases in 
head-on collisions where not even 
the rivets would be loosened up. I 
have photos of one joh turned over 
on its side, and due to the construc- 
tion of our frame, never was thrown 
out of alignment. We also produced 
it in a model 75, about four years 
ago, for the Willys-Overland Export 
Corporation in a 195-in. whee] base, 
double drop frame, light bus chassis. 
You know, we often read and hear 
about good ideas coming from our 
passenger car engineers and adopted 
in a design of our motor trucks, but 
this happens to be one time when 
passenger car engineers are seeing 
something good from the motor 
truck side of the picture. In my 
thirty-two years of experience in 
motor truck engineering, I see today 
many ideas that we used to dream 
of and work out years ago, but some 
of us are too far-seeirng and we 
have to wait until the times catch 
up with us. B. A. GRAMM, Pres., 
Gramm Motors, Inc., Delphos, O. 


TEAM AND TRUCK MEN 
TO MEET IN DETROIT 
Detroit, April 12.—The National 
Team and Motor Truck Operators 
Association, Inc., will hold its con- 
vention here July 17, 18 and 19. 





What Price 


Quietness? 


With increasing refinement in motor 
and body design, every moving part 
comes in for consideration as to its 
contribution to the “noise level.” 
As this “noise level” is reduced, de- 
signs that have been acceptable in the 
past reveal themselves as objection- 
able in today’s job. 

For this reason, the General Electric 
Company’s engineers developed their 
new “cotton center” gear, so that the 
timing-gear noise could again be sub- 
merged below the “noise level” of 
the newest jobs. 





There is no compromise with accu- 
racy in a good gear drive. It is a 
token of good manufacture through 
out the car. 











GENERAL ELECTRIC 
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Ture YEARS back, the financial writers 
quoted Mr. Stuyvesant frequently, but of late 
haven't consulted him so much. He is not exactly 
reassuring—to a business world hungry for good 
news. Mr. Stuyvesant has repeatedly said that this 
depression must wear itself out. The end is not yet 
in sight. Commodity and security prices may go 
lower; the buying level has not been reached. Econ- 
omy is the order of the day. He hints darkly that 


wages must be cut further, although he will not 


permit himself to be quoted on this point. 


In his club, over a modest three dollar lunch and 
a Partagas perfecto, Mr. Stuyvesant boasts that he 
has not, bought a new suit in almost three years, 
and that his shoes have been resoled twice. He 
bought a Cadillac V-16 last year, instead of an- 
other Hispano-Suiza—a clear saving of $12,000. 
His yacht has been in drydock since 1929. And he 
is a little sharp with girls at the office about using 


pencils down to the last inch and things like that. 


Mrs. Stuyvesant—well, you will remember her 
as the woman who let her three servants go, so she 
could contribute their wages to the Emergency Un- 
employment Relief Fund. She has cut her guest 
and charity lists, switches off unnecessary lights, 
and turns off the heat in the maids’ rooms. She 
saves as much as a dollar a day by buying much of 
her groceries at the chain store. She is eagle-eyed 
and alert at finding bargains, and lets the stores 
wait six months for their bills. (“‘Interest, my dear, 
is worth as much to me as it is to them.”) She says 
that in these terrible times, every woman must do 
her bit cheerfully. 

No question about it, the 
Stuyvesants have been feeling 
poor’ these last two years. In 
mid-1929 Mr. Stuyvesant reck- 


oned his assets at ten million; 





today the figure is four million. 
(Of course, in 1921 he had less than one million— 
but why bring that up?) So the Stuyvesants are con- 
serving their cash, waiting until securities drop 


to their 1907 prices, so they can recoup. They are 


in no mood for spending. And until better times— 


Te bs SWEENET**' 


The Stuyvesants don't care-wmuck/ 


or at least better sentiments—arrive, the Stuyvesant 
shekels will not come out of cold storage. You 
haven’t much chance of selling them anything 


just now. 


Jim SWEENEY wasn’t in the market in 1929, or any 
other year. The young Sweeneys and current ex- 
penses permitted him only to save a little money, 
but never to “invest’’ it. So there has been little 
shrinkage in the Sweeney assets—or in the Sweeney 
expenses. 

Totally unversed in economics, the Sweeney 
children wear out shoes and schoolbooks, clothes 
and toys, have to have their teeth straightened and 
music lessons, and ask for scooter bikes and ice 
cream cones—just as if there were no depression. 
Jim wishes he could save more money, but doesn’t 
want to save it on the kids. Of course they could 
have done without the car they bought early last 
Spring, but it was a bargain! 

Mrs. Sweeney is frank to say that she can’t make 
head or tail out of the depression. If times are so 
bad, why are prices so much lower? And why does 
every newspaper advertisement and shop window 
flaunt temptation in her face? A trip through Macy’s 
has become her spiritual exercise in restraint. Ac- 
tually, she and the children have never in their 
lives been as well dressed for as little money. And 
if she can possibly manage the means—and Jim— 
the living room is going to benefit by some new 
furniture and a new radio before Santa Claus 
comes again. 

Mrs. Sweeney feels that the depression has been 
overdone. As long as Jim keeps his health and his 
job and pays his insurance premiums, she sees little 
to worry about. Of course, some people are out of 
jobs, and in want, but she is unwilling to meet 
hardship before it comes. Meanwhile the children 


are growing up, and life goes on! 


In anv around New York City there are ten mil- 
lion Sweeneys. Their incomes are under $6,000— 
but most of them still have incomes. Independent 
of agriculture and the primary industries, they have 


escaped most of the economic distresses prevailing 





elsewhere. These Sweeneys are the best-off group 
of people in the world today. They have made the 
savings banks bulge with unprecedented deposits. 
Cash in circulation was never higher. New York’s 
expansion gocs on — with subways building at 
$14,000,000 a mile; the $350,000,000 Radio City 
development is rising, requiring 10,000,000 work- 
ing days; last year the Hudson River Bridge gave 
the jobs that $60,000,000 buys. 

In 1931, residential building was 26% above the 
previous year—due mostly to small homes built for 
and bought by the Sweeneys. Fourteen million dol- 
lars a day was spent in retail 
trade; with less money the 
Sweeneys bought more mer- 
chandise from department stores 


thanin bullish 1929. Automobile 





sales, Ford excluded, increased 
13% in 1931—and 78% of the increase came from dis- 
tricts where family incomes average under $4,000! The 
Sweencys made 1931 the best year the manufac- 
turers of mechanical refrigerators ahd oil-burners 
ever had in this market. They are still living much 
as they always have, still spending, and still in the 
mood to spend. They believe that business will get 
better in time—as it always has! 

And they still continue to read this newspaper in 
overwhelming majority. The News reaches two- 
thirds of all city families—including more Stuy- 
vesants, and Sweeneys—than any other New York 
paper; and one-fifth of the families in the New 
York suburbs. It is the only medium here that 
singly covers the market. 

And they still buy from News advertisements, 
Otherwise there is no way of accounting for the 
advertising gain of 1,925,000 lines this paper had 
Jast year. 

So if you want to do more business in 1932, give 
some quick and thorough consideration to the 
Sweeneys—and The News. The market is the best 
in the country just now. And the medium is the 
best in the market! The small page still does more 
work for advertisers. And 1932 circulation—at 


1928 rates—lowers advertising costs! 
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Hie | re Turner |Hurley-Townsend Offer 
Hi Speed Armature lu , || Radio Shielded Plug 


| 








| The Hurley-Townsend Corpora- 
| tion, New York city, is showing for 
the first time at the aircraft show 
in Detroit, a radio shielded spark 
plug. 

This device has a small, die-cast 
aluminum shield, which screws onto 
the plug in such a way that it is 
claimed actually to help in cooling 
the device. It is particularly de- 

at’s ; ere i | signed to resist the moisture diffi- 
~= Rag Bnei Roth ai and fits| culties that are found in air service, 
the armature of all standard cars,| The manufacturer will supply plugs 
trucks and tractors. This new de-| Separately from the radio shield at 


| 
| 
} 
| 
! 





Then give four screws on the Hi-| 
Speed Turner a half turn each, 
make a simple adjustment on the 
cutting tool, turn the handle, and 


The armature on the gencrator or 
Starter often gets out of round or 
pitted, and must be put back in 
shape. This often means a long de- 
lay while the armature is sent to a 
machine shop for a turning job on 
a lathe. 

The Efficient Hi-Speed Armature 


Turner has just been perfected to do vice is made by the Automotive the same price as regular _— 
the job, without a lathe, in ten min-| Specialties Division of Efficient when replacement of the part is 
utes’ time. You simply remove the! Road Machinery, Inc., Syracuse, | Necessary. 


armature and lock it in a vise.'N. Y. 


a | re PROJECTS 70 BE SHOWN 
L AT S. A. E. MEETING 


Indianapolis, Ind., April 12.—Re- 
search projects in chemical, civil, 
electrical and mechanical engineer- 
ing now under way at Purdue Uni- 
versity, Lafayette, particularly 
those relating to automotive engi- 
neering, will be on display at the 
is ‘ 5 , i] 21. as 
school Thursday, April 21, as one of | Mester Seley Games bes. 9- 


| the features of the special meeting | t 
lof the Indiana section of the So-|cently brought out a _— — ae 
ciety of Automotive Engineers. | Kester radiator solder. This ~~ 
The program for the April meet- | Kester product is being marketed . 
ing will begin with inspection of the |meet a demand for a specialize 
research projects in the various |S°lder for radiator repairing. 
laboratories at 2 o'clock in. the| Kester radiator solder is designed 
afternoon, according to Prof. H. M.|t® permanently repair radiators and 
Jacklin of the Purdue ring | is composed of a specially prepared 


KESTER RADIATOR 
SOLDER 





H | 








. 


The Koebel Diamond Company, 
Detroit, Mich., is introducing grind- 
ing-wheel dressing tools, embodying 
several small diamonds mounted in 


Ide te dreasi enginee — 

a hold r. In this dres me tool the pao cm ge lM ga: cel or tan a | flux and alloy. The alloy flows 
diamonds are imbedded in the head. diana section. In addition to the | freer. sticks quicker and is cored 
As ene stone is worn away in serv- | exhibits in the automotive labora-| With a special flux for rapid oxide 
ice, the metal is ground away to ex-| tories, which include engine and|Temoval. — - 
pose the next stone. The tool is ap-| carburetor tests, tractor and auto-| This special self-fluxing solder is 
plied to the grinding wheels at a! mobile dynamometers. the “shake | >eing sold on five and twenty pound 
15-degree angle. table.” the new accelerometer, the|SP00ls, by jobbers. Every Spool | 

Another type of tool has seven| automobile cradle, a high speed|comes with full directions for use 
small, sharp diamonds set in its! single cylinder engine and Horning’s|@d 4 display sign to call anee- 
head. The tool is applied to the|C. F. R. engine, the engineers will|tion to radiator repairing perma- 


be given an opportunity to inspect | nenuy done. 


the special work being conducted | 


in high tension electrical work, tele- | BUSINESS IMPROVEMENT 


grinding wheel at an agle of about 
3 degrees. In this way two to five 
of the stones are brought into con- 


tact with the wheel. The tool is| vision, and other developments at} 5 
turned frequently in its nobden to| the university. NOTED IN SPRINGFIELD; 
bring Sharp corners continually; After a dinner-mecting, Dean A METAL PLANTS BUSY 
into play and distribute the wear|A-. Potter of Purdue Schools of En- mi 


gineering, and H. L. Horning, presi- | 


dent of the Waukesha Motor Com-| : : : 
pany, will make the principal ad-|Provement in the local industrial 


“Making Research Pay,” |Situation is confined to scattered 
will be the subject of Mr. Horning, | points in the field, some gains being 
‘and Dean Potter will discuss “The |Seasonal and others of an erratic 
Place of Research in Colleges.” nature that only emphasizes the 


among the stones. 

The alloy from which these tools | 
are made is stated to have the same} P 
coefficient of expansion as the dia- | Gresses, 
monds, with generous heat dissi- 
pating properties. This eliminates 
loosening the stones under the con- | 


ditions of alternate heating and | hol 
cooling in applications to the| LINN PRICES REDUCED | Prospects a5 8 WHoN. a li 
grinding wheel. TO 1 625°. noted in automotive ines, 
It is also pointed out that in $1,380 $ ’ strengthening hopes of substantial 
mounting stones in this way a |improvement in the near future. 
large proportion of the outside sur- The Linn Manufacturing Cor-| Reports from twenty-six represen- 
face of each stone can be used; re-| poration, Morris, N. Y., manufac- | tative manufacturing concerns in 
setting expense and handling of |turers of the “flexible traction |the metal field in western Massa- 
diamonds are obviated. It is also| unit” Linn truck tractor, have just |Chusetts show little change in -)n- 


ditions in the last month. The first 
lof this month found several con- 
cerns bringing back employees who 
had been laid off, however, and some 


;} announced price reductions rang- 
ing from $1,380 to $1,625, according 
to models. 

The 100 h. p. six-cylinder Linn, 
which previously sold for $8,005, is 


emphasized that the operator can- 
not accidentally damage the whole 
too! 


SPRINGFIELD A. S. S. T. 


|now $6,380, The 75 h. p. four-cyl-|instances. — 
HEARS DR. MAXWELL! inder, formerly $7,460, is now $6.080.| Increased interest among poten- 
| Standard equipment includes wheel | tial automobile buyers is reported 


throughout the high and low price 
fields. 

Moore Drop Forging Company is 
reported as doing more than it has 
|for some months, having a number 
of hammers in operation at present, 
and further gains in this establish- 


or sled steerage, closed cab, electric 
lights and starter, high speed re- 
verse and rear tipping Linn dump | 
body and hoist with spreader or 
down fold tail gate. 


Springfield, Mass., April 12.—Dr 
H. L. Maxwell, metallurgist with E. 
I. du Pont de Nemours & Co., of 
Wilmington, Del., spoke on “Metal- 
lurgical Problems in the Synthesis of 
Alcohols and Ammonia,” at the reg- 


LEASES IN NEWARK 





ular monthly meeting of the Spring- inj 

field Chanter, American Society for Newark, N. J., April 12.—The | Ment are anticipated. Some of the 
Stee! Treatnig, last night at the| three-story building at 470 Central |most marked activity at present, 
Chambcr 0; Commerce rooms. Dr.} Ave. has been leasea py Franklin T, | however, is among smaller plants. 
Maxwell's discussion dealt largely | Harris, automotive engineer. The 

with the use of materials for ser- | premises will house the Nu Lube|CLASSIFIER ADVERTiSEMENTS 
vice in the field of hieh pressures | Grafite Company, specializing in an| IN THE AUTOMOTIVE DAILY 
and corrosion. ‘oil concentrate for motor cars, | NEWS BRING RESULTS 
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Retail Salesmen, It’s Up to 
You, Says Roy Faulkner 


(Continued from Page 3) 


|sold for $1,695 three years ago, and|the night, and as he sat in his sales 
that if the prospect would analyze|meeting with his men _ grouped 
the purchases he has made in the/about him he could hear the wind 
last six months he would, in all/howling outside. He turned and 
probability, find that this was not! looked out at the deserted streets. 
only true of automobiles, but of|/It was still snowing and drifting 
everything he had bought, and that|and traffic was pretty well tied up. 
his savings ranged from 35 to 40/He watched the storm for a few 
per cent., so that, instead of having | minutes and then with his gaze still 
a salary cut, he had had a salary | fixed on the window, he spoke. “It’s 
increase. |terrible out today, isn’t it? Looks 

These were paid investigators, sent awful. Nobody's out toda® vO- 
out by us to secure information only Then| he 





|} bedy’s going to be out.” 
|—and not to buy a car—but one of | swung suddenly around until he 
ithem was followed up so persis-| faced his listeners and continued: 
itently by a salesman that he con-4 “Nobody's going to be out but you. 





Springfield, Mass., April 12.—Im- | 


increase in working hours in a few} 


itacted that in a self-defense he| You fellows are all going to be out 
bought a new automobile. All I can 
say is “Thank God for salesmen with 
spirit like that in times like these. 
It is so terribly easy to get dis- 
co caged. 
other fellow’s depression. 

But think of the fine things that 
have happened. Men are today 
doing things that would have been 
considered impossible three years 
ago. These are tough times, but 
they are glorious times aiso, because 
opportunities are being offered that 
may never come again. New ideas, 
new systems, new leadership will be 
accepted. Courage is at a premium. 

No matter what your job is—be 
thinking of new ways to do it. No 
matter how tough today is, carry 
lon the fight tomorrow. 
| Out of the stress of this great 
economic depression will come a new 
America, with new leaders and new 
| foundations. 
be that leader. I know. a man who 
came here from Italy twenty-five 
years ago. He didn’t even know the 
language and he was penniless, but 
today he is one of the most success- 
ful automobile dealers in a city of 
50,000 people. Did he do that by 
leaning against the showroom win- 
dow, hoping some one would come 
in? Did he gain that by half-heart- 
edly putting in his days wishing for 
better things? Or did he do it by 
accepting the situation and realizing 
that he would have to put in days 
|and nights of study to learn our 
language and customs; that he would 
| have to pay for any success he might 
|hope to have by hard work, incon- 











| venience, heartaches? 

His story is an inspiration, and 
| what he has done any one can do, 
| but they must be prepared to pay 
| the price he paid. 

| One of the greatest illustrations 
| of his character I know is this little 
| Story about a sales meeting he was 
| holding one cold morning in March. 
;A blizzard had raged all through 





UPHOLSTERY DESIGN. 


One reason why flat woven fabrics 
such as broadcloths, Bedford cord 
| and whipcord predominate in the 





| president of American Woolen Com- 
|pany, is the ability to create at- 
| tractive and pleasing designs in flat 
| fabrics, 

“In considering the treatment and 
the styling of body interiors prob- 
ably the most important thing is 
the design of the fabric to be used,” 
said Mr. Noah, in discussing the 
| subject of upholstering materials. 

| “Sketches or small samples of 
| fabrics are being submitted con- 
|tinually to our mills by our design- 
|ers,” he continued, “in order that 
| we may keep ahead of the demands 
lof the automobile owner and man- 
|ufacturer at all times. From these 
|samples and sketches pattern blan- 
kets are woven on experimental 
| looms—each blanket carrying out all 
|of the possible variations of a sin- 
|gle motif. In this way a single piece 





lof fabric can be woven embodying | 


|a large number of pattern and color 
;combinations for direct comparison. 
| Pattern blankets frequently con- 
| tain over 600 design combinations. 
One of our newest designs presents 


» | busy, 


It is easy to share the | 


In your organization, | 


today—because you won’t have any 
|competition. The grocer a be 
and he can see you. he 
doctor won’t have any patients; so 
|he will see you, too.” So he spnt 
them out and claims they sold three 
| motor cars. 
That story illustrates just what I 
;mean. He took advantage of a bad 
situation and made it a good one. 
That's what we must do. Auto- 
mobiles can still be sold. It is true 
they are harder to sell, but in your 
city a number of people are going 
to buy somebody's motor car this 
year, and I think there will be busi- 





ness for the man who goes out 
|} after it. 

| Plan your work and work your 
plan. 


| That has been said many times, 
|and we have men who are proving 
lthat it is true. We have salesmen 
in our organization who are Selling 
as many cars this year as they sold 
jin the so-called good years, but they 
are the boys who have accepted the 
\factory’s plan and _ followed it. 
| They are the boys who make a given 
|number of calls per day on the tele- 
|phone; who make a given number of 
}appraisals and personal solicitations 
idaily. They are the fellows who 
|know the value of planned demon- 
trations that are designed to sell 
}a customer on the car as he will 
|use it and not to scare the wits out 
iof him. They are the ones who 
| know our motor cars and can tell 
|the customer in primer English about 
j}the automatic ride control, the in- 
}sulated bocies, free wheeling and 
‘the myriad other things that we 
j}have put into our automobiles, and 
|not take it for granted he knows all 
about it when he walks in. 

Try this some time: Go into an 
;automobile store where you are not 
{known and pose as a buyer—then go 
| into a haberdashery and buy a $2 
j}tie—then write me and tell me in 
|which place you receive the more 
courtesy and attention. 


Ss 





|a nove] effect by which we expect 
| to eliminate or neutralize the ef- 
| fect of spotting or dirt.” 


| Upholstering fabrics are quite 
'complex, it is stated. A piece of the 
{finest high grade Bedford cord, 


; which is 59 inches wide, will have 


uncertainties of the manufacturing |¢ars displayed at this year’s auto, 10,000 ends of yarn, each composed 
Small gains |shows, according to Lionel J. Noah, | °f two strands, thus making 20,000 


| Strands in the width, or about 340 
ito the inch, It is claimed that the total] 
, number of interlacings in the weave 
,is 13,466 per square inch. 

| “When selecting a design,” con- 
| cluded Mr. Noah, “there are three 
| important factors to be taken into 
consideration along with the pattern. 
They are permanency of color, du- 
rability or wear-life and waterproof- 
ing. It is the job of the research 
department of the American Woolen 
| Company to bring every design to 
the highest degree of perfection in 
| these three particulars.” 


SAFETY GLASS MEASURE 
EFFECTIVE JAN. 1, 1934 
| Boston, Mass. April 12.—The 
| House without debate ordered to a 
| third reading the bill requiring that 
| the glass of windshields of automo- 
|! biles be of a type known as non- 
shatterable glass. The proposed law 
| would be effective January 1, 1934, 
|The provisions of this act do not 
;} apply to automobiles manufactured 
}; and assembled prior to the effective 
|} date of the proposed law. 

















Hot news which Automotive Daily 
News readers received LAST WEEK. 
A few examples which make Automotive 
Daily News the most intensely read 
paper in the industry. 





Studebaker Cuts 11/2-Ton Truck Prices. 
M. E. W. A. Summer Meeting Plans. 
Pontiac Cuts Prices. 

March Truck Registrations—IIlinois. 
Chevrolet Reorganizes Regional Sales. 


March Passenger Car Registrations from 
Four States. 


Day-by-Day Reports of Spring Show- 
ings. 
Citroen Adopts Floating Power. 


February Car Registrations from Forty- 
six States. 


March Production Put at 130,700 Units. 


Sam Miles, National Show Manager, 
Retires. 


Packard Electric O. K.’s Merger with 
General Motors. 


A. J. Rogers Leaves Marmon. 


N. A. C. C. Carries Tax Protest to 
President. 


Rubber Industry to Name Czar. 
General Motors Reports March Sales. 
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O° THEYRE ALL HOT 








AED HOT of 


Not ballyhoo for a hot-dog stand, but facts 
about every issue of Automotive Daily News, 
selling at 5c per copy—$12 per year. They’re 
filled with red hot news. Printed any later, the 
news would cool off, maybe freeze. News, like 
soup, is only good when it’s hot. 


Because Automotive Daily News supplies news 
when it’s still news, the paper has high reader 
interest. Executives at factories, big dealers 
and distributors, big jobbers and other buyers 
of automotive products eagerly wait for their 
daily copies because they know they will get 
facts first; they know they will get registrations 
of passenger cars and trucks before they appear 
elsewhere; they know they will get new car 
descriptions, new shop equipment, factory 
machinery, engineering news, vital news of men 
and all branches of the industry. There’s profit 
in the news when it’s still news. History books 
can discuss the profits made by the readers of 
the news. 






Advertisers who use this publication profit not 
only from the high reader interest, but because 
of the large size page, low cost, visibility of all 
copy, high-multiple readership and the privi- 
lege of using insertion frequency no other auto- 
motive paper can provide. 





TRUCK AND BUS ISSUE—APRIL 22 
In addition to up-to-the-minute specifications with 
prices, the issue will contain latest registration figures 
by states and makes, in addition to news and articles 
of interest to every truck dealer, fleet owner and bus 
operator who will receive the issue. 

No added charge for extra distribution 


AUTOMOTIVE DAILY NEWS **)..8)Yor« ‘cry 






































Rams home a 
ee 


“evemasner 28M Dodge, known the world over for its 

dependability, can always be depended 

upon to ram home a hit. This Dodge most certainly has 
done in the new Six and Eight Series. 

Dodge dealers should not forget or overlook this fact. 

Dodge is a great seller because it is a great performer. 

And one of the major reasons for Dodge superior per- 


formance is the piston. 


Long ago Dodge cast out the old heavy cast iron piston. 
Inefficiency, sluggishness and dead weight have no place 
in the Dodge program. 

Mr. Dodge Dealer, the advantages of light alloy pistons are 
Dodge factors you can use, effectively, in selling. For 
the use of light alloy pistons means lightning getaway — 
smoother performance —greater pep at all speeds. 

See that your entire retail selling organization uses these 
facts on every prospect. 

Ram this home—Dodge cars equipped with light alloy 
pistons have a decided performance advantage. These 
pistons cost more but Dodge is willing to pay more to 


give you superior performance results! 


NELSON 


OHNAL 


PISTONS 


(G0-GETTING 
PERFORMANCE 


APTIVATING 
BEAUTY 


Those two phrases concisely sum up the 
attractive Dodge picture. If there ever 
as a year when performance counts, that year is 1932! 


Therefore Dodge dealers should be using these facts:— 


Light alloy pistons are used in Dodge cars because they 
insure superior performance. Dodge pistons are 62% 
lighter than iron. With dead weight eliminated, recipro- 
cating parts are lightened, vibration eliminated, and a new 
sensation in driving enjoyment is developed. Remember 
—these are facts which your engineering department can 


and have demonstrated. 


Smoother engine performance—higher speeds—lower bear- 


ing pressures—reduced piston head temperatures—al! 
these are accomplished by Dodge’s light alloy piston. 


Not only show your retail prospects what Dodge can do— 


*\ tell them why Dodge does it. 


Ram this home! Dodge pistons are made by 
Dodge, used by Dodge and sold exclusively by 


Dodge. These facts carry conviction and sell ears. 


BOHN ALUMINUM & BRASS CORP., DETROIT, MICH. 
New York Pittsburgh 


Chicago Cleveland 





